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^uiL-  [lasi  SIX  years,  Albeiia  Uii[!i 
Coiii[!aiiy  has  gained  a secoiid-io-iienie 
leiiuiaiieti  ler  siagiiig  iiiiievaiive 
educaiioiial  |.ni'graiiis  tailored  to  meet  die  distiiiot  needs  ol 
small  business  opeiaiors . . . 


Ready,  set,  block  off  your  calendar!  Our  seventh  annual  Entrepreneurs  Conference  is  slated 
September  24-26  and  it  promises  to  be  our  best  yet,  packed  with  information  you  can’t  afford  to  miss! 
We’ve  put  together  a dynamic  program  aimed  at  giving  you  the  tools  you  need  to  be  the  best  you  can 
be.  Whether  you’re  new  to  the  business  world,  or  have  been  in  the  game  for  some  time,  we’ve  got  it 
all  covered. 


F rank  Stronach  arrived  in 
Canada  in  1954  with  $200  and  big 
dreams.  By  1970,  he  controlled  a 
budding  empire  consisting  of  four 
Toronto-area  plants  with  annual 
revenues  of  $5  million  and  a 
reputation  for  quality  work.  Today,  Magna 
International  Inc.  is  one  of  the  largest  auto  parts 
manufacturers,  recognized  as  a technological  leader 
throughout  the  world. 

But  three  years  ago,  Stronach’ s incredible  empire 
nearly  crumbled.  Rapid  growth,  coupled  with  the 
independent  operation  of  branch  plants,  brought 
Magna’s  debt  to  a staggering  $1.2  billion.  A major 
restructuring  program  enabled  the  company  to  not  only 
emerge  by  April  of  this  year  debt  free,  but  also  served 
as  inspiration  for  a new  motto:  no  expansion  by  debt! 

The  turnaround  represents  one  of  the  most 
significant  recoveries  in  Canadian  business  history. 

Of  course,  Magna  was  in  an  oddly  enviable  position  — 
putting  it  down  would  have  had  a domino  effect  on  its 


Choose  from  45  detailed  sessions  covering  everything  from  basic  cash  flow  management  to 


tapping  into  the  global  market  Swap  ideas  with  scores  of  others  who  understand  the  meaning  of  hard 


work  and  the  struggles  that  go  along  with  being  boss.  And  pick  up  invaluable  tips  from  the  presidents 


and  CEOs  of  some  of  North  America’s  most  successful  businesses. 


We  could  go  on  and  on  and  on  and  on.  But  instead,  we’ve  assembled  a special  issue  of 


AOC  Today,  featuring  just  a few  of  the  inspirational  presenters  we’ve  got  lined  up  for  our  1993 


Entrepreneurs  Conference. 


Sample  success.  And  take  the  first  steps  to  unleashing  your  own  potential . . . 


Carl  Paul:  Acingthel 

C#  arl  Paul  has  a rather  unique  way  of  running  a bus- 
iness. He  tells  his  Golfsmith  International  staff  not  to  ever  I 
“sell”  his  company’s  much  touted  golf  club  components,  but 
instead  to  always  offer  an  honest  opinion  of  the  goods. 

The  co-founder  of  the  25-year-old  Texas-based  firm  alsc 
encourages  customers  to  tour  his  manufacturing  plant,  and 
insists  that  salespeople  carry  purchases  out  to  buyers’  cars. 

This  intense  dedication  to  service  is  one  of  the  reasons 
Golfsmith  — with  sales  and  exports  of  more  than  $64.5 
million  — is  a global  leader  in  the  burgeoning  golf 
equipment  industry.  Paul,  a professional  engineer,  co- 
founded the  business  in  1967  and  is  credited  with  starting 
the  golf  club  component  distribution  segment  of  the  industr 
as  it  is  known  today. 
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iviagna  miernaiionai  s 
Frank  Stronach 


suppliers  who  just 
happened  to  use  the  same 
lender,  so  refinancing  was 
in  everyone’s  best  interests. 
Today,  things  are  better 
than  ever.  The  auto  parts 
giant  recently  announced  plans 
to  build  a new  plant  in  South 
Carolina  to  supply  BMW. 

In  May  of  this  year,  Magna 
employed  16,000  people  at  some  70  plants  in  six 
countries.  Revenues  have  soared  to  more  than  $3 
billion  and  Class  A shares  have  followed,  selling 
for  about  $50,  up  from  a 1990  low  of  $2. 

The  margins  graphically  tell  the  tale  of  a 
visionary  captain  of  industry  who  piloted  his  ship 
from  the  brink  of  bankruptcy,  back  on  course. 
Pundits  marvel  at  the  conglomerate’s  rapid 
recovery  and  wonder  how  Stronach  managed  to 
salvage  his  firm. 

The  answer  is  simple:  “I  built  the  company 
brick  by  brick,”  he  explains.  “I  knew  it  better  than 
anyone  else,  and  I knew  how  to  fix  it.” 


illian  Smart  plays  for  keeps.  So  the 
founder  and  owner  of  Beam  of  Canada  Inc.  — the 
world’s  largest  supplier  of  built-in  vacuum  systems 
— took  it  personally  when  a U.S.  supplier  sued  her 
in  1990  for  trademark  infringement. 

For  almost  two  years,  she  juggled  the 
challenges  of  managing  a growing  business  and  the 
stress  of  a drawn-out  court  battle.  Her  life’s  work 
was  on  the  line,  riding  on  the  outcome  of  a lawsuit. 

The  central  vacuum  company  she  started  from 
scratch  exports  to  more  than  26  countries  and  is  an 
industry  leader  in  Canada,  where  it  has  over  50  per 
cent  of  the  market  share,  with  its  systems  installed 
in  over  half-a-million  homes  nationwide. 

But  all  that  was  at  risk,  pending  a judicial  deci- 
sion that  was  out  of  her  control.  Smart’s  problems 
were  compounded  by  the  timing  of  the  case,  which 
hit  just  as  the  recession  dug  its  heels  in  across  the 
country. 

While  defending  the  Beam  trademark,  she  took 
the  opportunity  to  introduce  a new  line  of  vacuums 
under  the  brand  name  Smart.  It  turns  out  to  have 
been  a shrewd  move  to  clean  up  on  even  more 
business.  The  new  label  caught  on  and  Smart  is 
even  expanding  into  the  untapped  apartment  and 
townhouse  market. 


Her  fresh  approach,  coupled  with  a favorable 
court  mling  is  helping  Smart  neatly  tidy  up  from  a 
potential  business  disaster.  She  believes  it’s  all  a 
matter  of  making  the  most  out  of  bad  times. 

“That’s  every  entrepreneur’s  job,”  maintains 
Smart,  who  was  last  year  billed  as  one  of  Canada’s 
top  10  business  owners  by  Profit  magazine. 

“You  have  to  make  those  silver  linings  and 
burnish  them  and  care  for  them.  It’s  like  the  old 
saying  goes:  ‘the  harder 
I work,  the 
luckier  I 
get.’” 


Beam  of  Canada’s  Gillian  Smart 


While  the  company  lays  claim  to  innovation  and  quality, 
is  service  that  has  truly  enabled  it  to  reap  rewards. 

“There  is  a method  to  our  madness,”  says  Paul,  in  his 
iendly  Southern  drawl. 

“We  want  customers  to  feel  that  they  have  a personal 
iend  at  Golfsmith.  If  a mail-order  customer  drops  by  while 
ley’re  in  town,  we’ll  go  out  of  our  way  to  show  them 
round.  Customers  can  go  to  any  store  and  buy  golf 
quipment,  but  we  want  them  to  understand  that  they  have 
ersonal  friends  in  the  owners  and  the  salespeople  they 
light  have  met  and  dealt  with  at  Golfsmith.” 

Most  of  his  company’s  sales  are  made  over  the  phone 
nd  those  buyers  are  treated  royally,  too.  While  on  hold, 
ley  are  entertained  with  recorded  tips  from  Harvey’s  Little 


Red  Book,  by  golf  legend 
Harvey  Penick. 

“We’ve  had 
customers  ask  us  if 
we’ll  put  them  on  hold 
again,  so  they  can  hear 
the  rest  of  the 
lessons,”  enthuses 
Paul. 

“We  see  customer 
service  as  one  of  the  keys  to 
our  success  that  makes  us 
stand  out  from  the  rest  of  the 
competition.” 


Golfsmith  International’s 
Carl  Paul 


Fcrrci/s’  creators  Gordon  Coull 


John  Stanton:  Winning  the  Retail  Race 


Wha,  ’s  the  best  way  to  find  a market  niche  and 
build  a business  on  it?  Be  your  own  best  customer! 

That’s  what  happened  with  John  Stanton, 
Edmonton-based  found- 
, er  and  president  of 
The  Running  Room,  a 
chain  of  10  specialty 
stores  boasting  a solid 
reputation  for  knowing 
everything  there  is  to 
know  about  pounding  the 
pavement.  When  the 
former  230-pound  smoker 
entered  a two-kilometre 
fun-run  in  Edmonton  12 
years  ago,  it  opened  his  eyes 
to  a new  lifestyle  and  business 
opportunity. 

He  knew  there  were 
hundreds  of  other  baby 
boomers  out  there  who 
worked  hard  and  didn’t  have 
a lot  of  time  to  devote  to 


The  Running  Room’s 
John  Stanton 


getting  into  shape.  Mortgage  payments  and  children  put 
costly  fitness  clubs  out  of  range,  making  running  the  ideal 
activity. 

Today,  Stanton’s  stores  are  not  only  meeting  the 
unique  needs  of  runners,  but  have  helped  turn  an 
essentially  solitary  sport  into  a fun  social  activity.  They  are 
decorated  with  autographed  photos  of  average  people  who 
have  completed  their  first  fun-runs  or  marathons  with  the 
help  of  clinics  taught  by  his  staff 

Now  a lean,  mean  165-pound  runner  with  more  than 
20  marathons  under  his  belt  instead  of  extra  pounds,  the 
smoke-free  Stanton  has  plenty  of  energy  to  nurture  the 
niche  he  has  carved  out  for  himself 

“The  whole  attitude  towards  running  has  changed,” 
he  says. 

“Runners  used  to  run  to  compete.  Today,  we  say 
runners  run  to  complete.  This  year  we  took  128  runners 
with  us  to  the  Vancouver  Marathon  and  had  a 100  per  cent 
completion  ratio.  That’s  one  of  the  things  we  keep 
shooting  for.” 

That,  and  meeting  Stanton’s  goal  for  the  Running 
Room  “to  become  Canada’s  national  sports  and  fitness 
specialist  retailer.” 


David  Waisglass: 

Cracking  into  the  Tough  Cartoon  Market 

Farcus  - a cartoon  feature  syndicated  to  more  than  200  daily  newspapers  - was  not  always  a hot  property,  according  to 
co-creator  David  Waisglass. 

“Being  funny  wasn’t  enough,”  says  Waisglass.  “We  had  to  show  that  Farcus  was  unique  and 
commercially  viable  to  win  space  on  the  comic  page.  In  some  cases,  we  were  not  just  competing  with 
newcomers,  but  old  favorites.” 

The  off-the-wall  wit  of  Farcus  is  the  result  of  a creative  collaboration  between  Waisglass  and  partner 
Gordon  Coulthart,  who  joined  forces  in  1987  to  produce  a few  cartoons  for  a client  of  Waisglass’  graphic 
design  firm. 

The  cartooning  duo  began  selling  their  work  to  hundreds  of  employee  newsletters  and  magazines. 
Four  years  later,  they  decided  to  self-syndicate  their  cartoon  to  daily  newspapers,  and  invest  every  nickel 
they  owned  in  forming  a marketing  company. 

“I  was  a sponge  for  information,”  says  Waisglass.  “I  picked  the  brains  of  everyone  I could  meet,  just 
to  learn  everything  about  the  industry.” 

Tenacity  paid  off  By  June  of  1992,  Farcus  was  signed  on  to  dozens  of  daily  newspapers  and  licensing 
deals  were  negotiated  for  books,  calendars,  posters  and  other  products.  Farcus  is  now  distributed  by 
Universal  Press  Syndicate  — the  American  newspaper  syndication  giant  which  represents  Doonesbury, 
The  Far  Side,  Calvin  and  Hobbes,  Better  or  Worse,  Herman,  Cathy,  and  many  others. 

Waisglass  says  the  entire  experience  was  an  outrageous,  nerve-wracking  venture  with  astronomical 
odds  against  success. 

“We  had  no  choice  but  to  take  a chance.  The  biggest  mistake  we  could  have  made  was  not  to  try.” 


hart  and  David  Waisglass 


Jay  Conrad  Levinson,  one  of 
today’s  most  sought  after 
marketing  geniuses,  will  present  a 
half-day  workshop  loaded  with 
sure-fire  tactics  to  help  you  boost 
business. 

The  author  of  the  best-seller 
Guerrilla  Marketing  Excellence 
and  13  other  books,  has  amassed 
an  arsenal  of  marketing  weapons 
that  have  scored  bull’s-eyes  for 
dozens  of  Fortune  500 
companies,  and  are  bound  to  hit 
the  mark  with  your  venture. 

This  is  your  chance  to  pick  up 
inexpensive  tips  that  will  take 
your  business  out  of  the  bunker 
and  into  the  profit  zone. 

Entrepreneur 
of  the  Year  Award 

Witness  history  in  the  making 
as  one  of  Alberta’s  own  is 
crowned  Entrepreneur  of  the  Year! 

For  the  fifth  year  in  a row,  the 
1993  Entrepreneurs  Conference 
will  serve  as  the  venue  for 
presentation  of  this  prestigious 
award  sponsored  by  Levesque 
Securities,  Parlee  McLaws,  and 
Peat  Marwick  Thome. 

Help  us  celebrate  success! 

On-site  Expertise 

The  1993  Entrepreneurs 
Conference  is  designed  to  max- 
imize your  opportunities  — in  and 
out  of  the  classroom  — to  pick  up 
all  of  the  infonnation  you  need. 

We’ll  have  business  experts  on 
hand  from  AOC;  AGT  Directory; 
BusinessTalk  Communications; 
Dun  and  Bradstreet  Information 
Services;  Levesque  Securities  Inc.; 
Parlee  McLaws  Barristers  and 
Solicitors;  Peat  Marwick  Thome 
Chartered  Accountants;  Statistics 
Canada;  and  Torode  Realty  Ltd.  to 
answer  your  specific  questions. 

Access  vital  services ...  all 
under  one  roof! 
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Call  us . . . 


^LoC  Today  was  created  to 
meet  your  information  needs.  If 
there’s  a business  issue  you  want 
to  see  addressed,  facts  you  need  to 
know  or  a story  you’d  like  us  to 
share,  call  us!  We’ve  got  an 
edition  of  ‘Creating  the  Service 
Culture’  for  the  best  suggestion  we 
receive. 

We  also  want  to  help  you  in 
your  entrepreneurial  endeavours. 

If  you’re  looking  for  business 
partners,  seeking  an  investment 
opportunity  or  trying  to  sell  your 
own  operation,  call  us!  We’ll 
make  an  effort  to  pass  your  needs 
onto  our  readership. 

Contact 

Debbie  Hunchak,  Editor 
AOC  Today 


Former  AOC  Client 
on  Fast  Track 

tn  Edmonton-based  safety  equipment  firm 
rescued  10  years  ago  by  AOC  financing  was  recently 
ranked  by  Profit  magazine  as  Canada’s  83rd-fastest 
growing  company. 

After  almost  reaching  the  end  of  its  rope.  Carrying 
Industries  of  Alberta  Ltd.  pulled  itself  together  and 
now  enjoys  annual  sales  of  $5  million  — a 400  per 
cent  increase  from  1987.  Company  president  Dan 
Beith  knows  what  it’s  like  to  take  a fall  and  be  saved, 
literally  and  figuratively. 

“I’ve  often  said,  when  people  ask  what  is  the 
secret  of  success,  that  it’s  money,”  says  Beith. 

“Without  financial  backing,  you  might  as  well  stay 
home.  Money  is  the  starting,  the  going  and  the 
growing.  As  you  sink  more  and  more  money  into 
your  business,  you  grow.” 

Beith’ s convictions  stem  from  experience.  His 
flourishing  seven-year-old  business  suffered  major 
setbacks  in  1983  when  its  Ontario-based  parent 
company,  owned  by  his  father,  went  into  receivership. 

“Things  had  been  on  a growing  pattern  but  after 
your  head  office  goes  bust,  it’s  difficult  to  get  going 
again  because  we  had  the  same  creditors,”  he 
explains. 


Carrying  Industries’  Dan  Beith: 
Money  is  crucial  for  growth. 


“Eventually  the  sheriff  was  here  writing  down  serial 
numbers.  It  put  our  business  behind  several  years  and  I 
was  ready  to  give  up  until  I got  in  touch  with  AOC.” 

Under  a new  scheme,  Beith  purchased  testing 
equipment  to  allow  him  to  scientifically  validate  his 
claims  on  product  performance. 

“All  of  a sudden  our  products  were  real,  backed  up 
by  engineering  statistics  and  in  this  business,  without 
that,  you  don’t  have  much.” 

Beith  and  the  owners  of  some  of  Alberta’s  other 
fastest  growing  companies  will  share  their  formulas  for 
success  September  25th  during  a one-of-a-kind  panel 
discussion  at  AOC’s  1993  Entrepreneurs  Conference. 
Find  out  their  tips  for  taking  it  to  the  top! 


Alberta  Opportunity  Company 

1275  Weber  Centre 

5555  Calgary  Trail 

Edmonton,  Alberta 

T6H  5P9 

1-800-661-3811 

AOC  Today  is  published  12  times 
annually  by  AOC’s  Corporate 
Marketing  Division. 

Balan  Mathews, 

Executive  Director 
Corporate  Marketing 

Design:  Linda  Blanchett 


Business  for  Sale 

^^entral  Alberta  audio/video/satellite 
service  business  — authorized  warranty  depot 
for  eight  brands.  Fully  equipped  with 
Sencore/B  & K test  equipment.  This 
computerized  operation  has  a large  customer 
base,  with  no  competition  and  great  potential. 

A perfect  venture  for  one  or  two  people. 

For  more  information,  write  C.A.R.I.B.E. 
Holdings  Canada  U.S.  Inc.,  9208  - 127  Avenue, 
Edmonton,  Alberta,  T5E  0B2. 

Phone:  475-5299. 


Welcome  Aboard! 

We  ’re  proud  to  welcome  the  following  I 
companies  to  the  AOC  family: 

A &J  Spraying,  Big  Valley 
Bud’s  Country  Service,  Didsbury 
Cougar  Match  Corporation,  Nisku 
Curbrnaster,  Calgary 

Endrill  Resource  Consultants  Inc.,  Calgary 

Falconridge  Auto  Centre,  Calgary 

Ginex  Enterprises  Ltd.,  Calgary 

Lundbreck  Hotel,  Lundbreck 

John 's  Sharpening  Ser\nce,  Bow  Island 

St.  Paul  Journal,  St.  Paul  | 

Tip  Top  Bakery,  Sylvan  Lake  ^ 


ON  SEPTEMBER  24  - 26 
THE  MOST 
SUCCESSFUL 
ENTREPRENEURS 
IN  THE  COUNTRY 
WILL  BE  IN 
CALGARY... 


at  Alberta  Opportunity  Company's  1993  Entrepreneurs  Conference. 
Over  50  fact  and  answer-packed  sessions  on: 

Effortless,  Profitable  and  Fun  Networking  • Catching  the  Wave:  Cashing  in  on  Trends  • Guerrilla  Marketing: 
Winning  Big  Profits  from  Your  Business  • Secrets  of  Alberta's  Fastest  Growing  Companies  • Effective  Credit  and 
Collection  Strategies  • Researching  a New  Business  - What's  Important  • Improving  Your  Cash  Flow  Management 
• How  to  Manage  a Turnaround  • Preparing  a Winning  Business  Plan  • Public  Relations  for  Small  Business  • 
Collateral:  What  the  Banks  Want  and  What  You  Should  Give  Them  • Tricks  of  the  Trade:  Selling  into  Foreign 
Markets  • Creating  Value  for  Customers  • Partnership  or  Incorporation:  What's  Best  for  Your  New  Business?  • 
Selecting  a Name  that  Sells  • Playing  the  Franchise  Game  • Reconcilable  Differences:  Solving  Partnership 
Disputes  • Tapping  into  Government  Funding  • Satisfying  Customers  by  Empowering  Employees  • Valuing  a 
Business  and  Negotiating  the  Purchase  Price  • The  Balancing  Act:  Overcoming  Entrepreneurial  Stress  • Canadian 
Social  Trends  • Setting  up  Shop:  Finding  the  Right  Location,  Signing  the  Lease  • Obtaining  Financing  for  Your 
Business  • Going  Public  • Patents,  Copyrights  and  Trademarks:  What  You  Should  Know  Before  Disclosing  Your 
Idea  to  Anyone  • How  to  Find,  Evaluate  and  Profit  from  Home-Based  Business  Opportunities  • 


For  more  information  on  the  conference: 

Call  1(800)  461-2618  Today! 

Fax  (403)  422-6518 

Or  write  "Calgary  1993"  on  your  letterhead  and  send  it  to: 
AOC  Conferences,  1275  Weber  Centre,  5555  Calgary  Trail, 
Edmonton  Alberta  T6H  5P9 


